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The Ultimate 
Guide to Lead 
Generation 


The customers’ needs and 
expectations have evolved 
beyond boundaries these 

few years. They are smart, 
well-versed, and careful wnile 
making a purchase decision. 
They certainly don't need pushy 
Salespeople trying to nard-sella 
product or service they are not 
interested in. What they really 
need are smart salespeople who 
actually understand the pain 
points and provide them with a 
solution. 


That’s where smart telecalling 
comes. 


The term “telecalling” may sound 
Intimidating to some business 
owners. Some might even think 
of it as difficult, time-consuming, 
and a boring sales process. 
Truth be told, telecalling does 
require a solid strategy to meet 
its goal. But implementing the 
right strategy with the right sales 
engagement tools, makes it a 
breeze. And you certainly don't 








want to miss out on generating 
qualified leads easily. 


smart telecalling is a useful and 
interesting way to generate leads 
for your business. Outbound 
telecalling campaigns are a 

great way to reach your target 
audience to communicate, gather 
feedback, and determine the 
next step for the sales funnel to 
progress. 


But busy sales reps usually prefer 
to close their existing pipeline 
rather than follow up with 
prospects. As a result, the sales 
pipeline gets narrower with few 
leads left to communicate with. 
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80% 


of sales require 5 follow-up 
calls after the meeting 





(isz 


of sales reps give up after 1 
follow-up. 


Let’s venture more into telecalling and how important it is for 


your business. Shall we? 


What is 
telecalling 

and why is it 
important for 
your business? 


Over 92% of customer 
interaction Nappen over tne 
phone. Telecalling plays a 

critical part in ensuring that 
happens. It's a type of sale where 
you communicate with your 
customers over a call, 








understand their pain points 
and provide them with the best 
solution. 


Telecalling can be further 
classified into two categories - 
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Inbound Telecalling Outbound Telecalling 
Customers call you to make an You reach out to customers 
INQUITrY. regarding your product/service. 
It’s to clarify their doubts about it's more or less trying to make 
your product/service. a sale by giving them value. 

propositions. 


Telecalling involves direct communication with the prospects, therefore Its 
one of the best ways to engage your leads, communicate with customers and 
support them throughout the sales process. 


Digital and social connections are a crucial part of any business, but ahuman 
voice is still one of the most effective channels of communication. Customers 
are looking for complex problem-solving solutions and that require human 
attention. The final buying decision is also influenced by human interaction. 
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Telemarketing 





Telemarketing 
vs Telesales 


The confusion surrounding 
Telemarketing and Telesales 
has made people use them 
interchangeably. Even though 
they sound similar, the main 
difference between them is wnat 
they set out to achieve. Both of 
these are unique and provide 
distinct value to your business. 
Finding out the difference 
between these two can help 
your business to make the right 
decisions. 


Telesales 





Increase brand awareness 


Generate leads for the sales 
team to pursue 


Convey latest offers and 
schemes 


Research the market extensively 
to identify opportunities 


Increase customer conversion 
rate 


Convert leads into paying 
customers 


Follow-up continually with 
prospects 


Close more deals and increase 
revenue generation 
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Steps to follow for 
your business to 
succeed 


It's important to identify your 
needs and objectives to sustain 
your business growth. I hese are 
some of the steps you can follow 
to achieve your business goals. 


Try to identify your target 
audience: 


What would be the most 
resonating factor for your 
prospects? What pain points 

can you solve through your 
product/service? Set clear goals 
and decide what types of team 
members and strategies will work 
in order to achieve them. 








Aim for broader reach: 


This ensures effectiveness in 
your core strategy. Telesales 
involves a broader approach that 
uses anon-targeted audience 
for cold calling to sell to as many 
people as possible. 


If you are targeting a particular 
area or demographic, this 
approach can pose a challenge if 
the target audience is completely 
Unaware of your brand or the type 
of solution you are offering to 
them. 
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Bridging the gap 
between telesales and 
telemarketing 


With a mixture of telesales and 
telemarketing, you can make sure 
that every phone number you ring 
could be a possible conversion. 


There may be a specific need 

of your prospect regarding your 
product or service, or they might 
have already been exposed to 


the brand in some way - and 
therefore will more likely be willing 


Generating 
leads through 
conversations: 
How it works 








to communicate over the phone. 


It's best to Nave both 
telemarketing and telesales 
teams working together. Botn 
require the same technique 
of talking to the prospect or 
customer i.e. Telecalling. 


Once the telemarketing team 

has identified a qualified lead, 

it could be passed on to the 
telesales team to close the deal. 
Telemarketing can drive telesales 
campaigns if this is what your 
business requires. 


Whether you are attempting 

to establish a positive first 
impression or trying to build 
strong meaningful relationships, 
the conversations that you 

have with your prospects and 
customers matter greatly. 


Telecalling is all about having 
meaningful conversations to gain 
deeper insights into a customer's 
preferences. But to be successful 
at it, you will have to generate 
quality leads. 


To generate these leads, you can 
make use of the marketplaces, 
digital spaces, and social media. 
This will give you the correct 
database to work with. 
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Some of the 
most effective 
telecalling 
scripts 


Example 1 - B2B Space 





It’s likely that even though you 
have the best leads, you may 
not crack the deal. However, less 
pitching and more conversation 
helps you in establishing 
customer loyalty ana thereby 
helps in increasing your sales. 


Here are some effective 
telecalling scripts that will 
help you to get ahead of your 
competition. 


These examples will help you to draft a perfect conversation to attain 
new customers. In B2B companies, you may nave to get through 
multiple steps before you get to the actual decision maker. 


Here's something you can try to start your telecalling journey with a 


B2B company. 


Sales rep: “Hi, my name is Vishal. I am calling from 
(company name). Am I talking to Mr. Raichand? 


Prospect - “Yes/No” 


If it’s ano, you have encountered a Gatekeeper, and you need to build a 


rapport with them to get past. 


Sales rep - “Have I caught you in the middle of 


something?” 
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Wait for the prospect's reply, then continue with any of these 
sentences below. 


Prospect - “Actually, this isn’t a great time.” 


Sales rep - “Oh alright, can you tell me your 
availability? I feel (insert product/service) would 
be a great asset to your business.” 


Prospect - “We’re not interested. Sorry.” 


Sales rep - “May I know your name? I actually had a 
pretty solid confirmation that (insert their company 
name) is interested in (enter product/service). Maybe 
you could talk to Mr. Raichand once and let me know. 


Prospect - “My name’s Ronnie. And Mr. Raichand has a 
busy schedule. However, I’ll let him know.” 


Sales rep - “Hey Ronnie, so should I book a demo this 
Friday? I Am sure you know Mr. Raichand’s schedule 
more than him. Lucky you got his back. (small pause, 
keeping things light) Doing things alone gets hectic.” 


Here you're trying to break the Ice with some lighthearted 
conversation. 


Prospect - “Yeah sure it does. I will let Mr. 
Raichand know about the appointment.” 


Sales rep - “Thank you for your time Ronnie. It 
was great talking to you. I am mailing you and Mr. 


Raichand the appointment details.” 


Prospect - “Sure Thanks!” 
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Please note that this is just for your reference, to get you started on 
your journey of telecalling. You may encounter different questions and 
scenarios and for that, a presence of mind is highly necessary. 

Here's another way the conversation can go. 


Sales rep: “Hi, my name is Vishal. I am calling from 
(company name). Am I talking to Mr. Raichand? 


When the prospect replies yes to this question, it's a good sign and you 
don't have to go through different steps to get to the decision-maker. 


Prospect - “Yes” 


Sales rep - “Great. Have I caught you in the middle 
of something?” 


Prospect - No, what is it about? 

Sales rep - “I work in (company name) and while 
going through your website, I noticed that a lot of 
your business workflow can be optimized properly. We 
have helped so many businesses like yours to sustain 


business growth through our CRM.” 


Wait for the prospect's reply. If he says It’s not required, try to give him 
some value out of your product/service. 


Prospect - “Oh, we don’t require this now.” 


Sales rep - “Alright! Are you using any CRM for your 
business currently?” 


Prospect - "No, not really” 
Sales rep - “Oh, then you should definitely consider 


upgrading your business using a CRM. If you’re 
available this Friday, I can schedule a call with my 
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manager so that you get a clear idea of how important 
this can be for your business.” 


Prospect - “I’m not sure if we require a CRM as of 
now.” 


Sales rep - “I can understand the doubts you’ re 
having. And it’s absolutely normal. A sales team of 
your size might think that CRM is not necessary as of 
now. However, if you look at it at a specific level, 
you can understand how much time and effort you can 
save just by implementing a CRM. I tell you what, 
let's have a demo to brief you on how it can actually 
help your sales team. Does Friday 3:00 PM work for 
you? 


This gives them the assurance that you Nave researched their team size and 
may actually nave something that could benefit them. The prospect still might 
nave some doubts, so use your presence of mind to ensure that you provide 
them with adequate value and assurance. 


Prospect - “Ah, alright, that could work.” 


Sales rep - “Thank you Mr. Raichand, it was great 
talking to you. I will send you an email regarding 
the same. Thanks for your time. 


B2B space tends to get alittle then to know where you stand. 
complex when it comes to A lot of times you may get 
closing a deal. There are usually redirected to their voicemail, so 
more than one person involved in make sure to add the details of 
the purchase process. Therefore, your last conversation and keep 
its Important to follow-up with the tone professional. 


your prospects every now and 
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Here's an example - 


Sales rep - “Hi Mr. Raichand. Vishal here from 
(company name). We had a great discussion last week 
about (highlight their business’ requirements and mix 
it with your product/service offerings) Are you still 
interested in (insert prospect’s pain points from 

the last conversation) managing your sales process 
effectively? Let me know when you’re available and we 
can discuss this further. 


Example 2 - B2C Space 


For instance, let's say you work 
for an EdTech company and your 
target audience are students 


B2C prospects are different from 
B2B. They are usually the only 
decision-maker and know what 


they want. They're likely to make 
the buying decision more quickly 
than your usual B2B prospects. 


or people in general who want 
to learn through your app. 
The conversation should go 
something like this. 


Sales rep - “Hi, am I talking to Rahul? 


Prospect - “Yes.” 


Sales rep - “Hey Rahul, my name’s Vishal, I’m the 
Senior Academic Counsellor calling from (company’s 
name). I hope this is a good time to talk. 


Prospect - “Yes” 


Sales rep - “Thanks Rahul. How are you doing? I came 
across you as you’ve downloaded our app (insert 
name). Can you let me know your learning experience 


and how’s it working for you? 
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Wait for their statement and customize accordingly. 


Prospect - “Oh, it’s pretty good. But a lot of 
technicalities are involved.” 


Sales rep - “Oh, great to know you’re having a 

good experience and I can totally understand the 
technicalities you’re talking about. We’re providing 
a free demo for all the good performers (for EdTech) 
and you’re among them. It would be great if you could 
join. Also, there’s a special scholarship for all the 
participants if you choose to enroll.” 


Prospect - “Oh, okay.” 


Sales rep -”Yeah, The free demo is scheduled for 3 PM 
this afternoon. Will you be available?” 


Prospect - “Yeah, I would be available.” 


Sales rep - “Thanks Rahul, see you in the demo. I hope 
we can clear your doubts regarding the technicalities 
and apart from that you'll be able to learn more 
about (Insert app) and the enrollment process. Thanks 
for your time.” 


B2C telecalling may look like it’s easier than B2B but it still requires you to 
present your product/service proficiently. Multiple touchpoints would be 
required to understand the prospect's buying purpose. 
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Lead 
Generation and 
Qualification 


When telecalling is done properly, 
the lead generation process gets 
easier. Follow the tried and tested 
Strategy for lead generation 
through telecalling. 


Carry out market research and 
lead magnets to identify your 
target audience. This will allow 
you to position your product 
or service in the best possible 
market. Prepare your pitch 

for telecalling, and research 
your prospect's interests to 
understand the pain points 
better, and then pick up the 
phone to identify whether it’s a 
qualified lead or not. 





Only 13% of 
customers 
think the 
Salesperson can 
understand thelr 
requirements. 
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Therefore, don't be afraid to 

ask questions to your prospect 
while you're in between the 
conversation. This might 

actually work in your favor. The 
prospect gets an idea that you're 
genuinely interested in solving 
their problem rather than selling 
your product or service. 


There it is. Its the simple and 
most reliable strategy you can 
follow to generate leads and 
qualify them. Telecalling plays an 
important role in qualifying your 
prospects. This helps in focusing 
your efforts on the right people 
who are genuinely interested. 


Tools for 
Successful 
Telecalling 
Lead 
Generation 


Effective telecalling requires the 
best sales management tools. 
Let’s dive into some of the most 
important ones that help you to 
excel the telecalling aspect. 








To put it simply - 






Identify your target 
audience. 





Generate leads via cold 
calling. 


Qualify leads that are 
interested. 
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Progressive Dialer 


Initiating outbound calls can be 

a hassle if there’s no strategy in 

place. Automated dialers play an 
important role in ensuring that 

the agent doesn't have to manually 

dial each and every prospect. 

However, it can also lead to high risk 

if the agent isnt available and an 
automated call is triggered based 

on the predictive statistical algorithms.. 





That's where a progressive dialer can about the prospect so that your 
Nelp you. It initiates outbound calls agents can have a better 
from your contact list, only if an agent understanding of the prospect. 


is available and is ready to take the 
next call. It also presents information 


Lead 
Management 


A lead management too! 

can help you with the sales 
process by tracking leads’ 
activities. Implementing a lead 
management system gives you a 
centralized database to manage 
lead information, establish 
communication and nurture them 
further to the sales funnel. 


It’s also essential in necessary 
follow-ups, setting reminders 
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for scheduled appointments 

and noting down important 
information. This reduces the 
risk of losing important customer 
information and gives you the 
freedom to automate the sales 
flow. 


Integrations 


Juggling between systems is 
the last thing you want if you 
want to increase your sales 
revenue. Therefore, integrations 
play a major role in cutting down 
unnecessary manual work and 


This also helps you to connect 
with customers on a personal 
level and build strong meaningful 
customer relationships. You can 
even track each lead'’s progress 
and plan lost leads’ follow-up 
Strategies. This ensures that 
there is zero lead leakage from 
your end. 


give your sales rep the opportunity 
to work on important tasks at hand. 
This also helps in lead consolidation 
that gives your sales team to focus 


on genuinely interested leads. 


These integrations can include 
marketplaces, email, social 
media, website and more. How 
can this help you? For instance, 
you just got off the call with 

an interested prospect, now 
that prospect has an attention 
span of 5 active minutes. The 
Challenge is to let them know that 
you're the best product/service 
for their problems in those 3 
minutes. 








How can you do that? Througn 
integrations. 


This will allow you to send 
customized emails, and 
communicate with your 
prospects directly. Saves you 
a lot of time and gives you an 
uppernand. 
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Monitoring and 
productivity 


Measuring your telecalling 
productivity helps in sales 
effectiveness, This provides 

a real-time overview of your 
telecalling campaign results and 
agent performance report. 


Equipping your telecalling team 
with monitoring and productivity 
tools can result in highly efficient 
workflows and helps you to set 
revenue goals. You can also have 
access to customizable preloaded 
scripts. These scripts save a lot 

of time and also ensure higher 
results, and if they're available in 
multiple languages, they can 


further enhance the sales process. 
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Ready to grow your 
business through 


telecalling? 
[= 


The importance of telecalling in 
lead generation is evident. It’s 
not going anywhere, anytime 
soon. People crave attention 
from real people. They want 
them to understand their pain 
points. They want to ensure they 
are making the right decisions 

by purchasing your products or 
services by talking to sales reps 
who want to solve their problems. 


Leverage your business and 
generate consistent leads using 
telecalling as a lead generation 
tool. Implement NeoDove in your 
sales process to streamline your 
sales workflow and manage your 
business. 
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